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Contract Negotiation Techniques

Factfinding
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Factfinding

O
ral or w

ritten com
m

unication prior  to 
negotiation: 

•
O

btain inform
ation on contractor position

•
Identify assum

ptions

•
Clarify m

atters affecting cost

•
Resolve inconsistencies�

T
ext  2.0 &

 2.1, p. 17-19
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Factfinding

Telephone conversation

Face -to-face m
eetings 

W
ritten request for proposal 

clarification

R
elatively sim

ple requirem
ent and low

 
dollar value

M
oderate to com

plex requirem
ents; 

m
oderate to high dollar values

R
elatively com

plex requirem
ents and 

high dollar values

M
eth

o
d

s o
f F

actfin
d

in
g

T
yp

ical C
o

n
tractin

g
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itu
atio

n

T
ext 2.2, p. 20
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Potential questions

•
How

 w
as estim

ate developed?

•
W

hy are levels of the proposed efforts needed?

•
How

 do proposed efforts relate to contract 
specifications?

T
ext 2.3, p. 21-22
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Do’s of Factfinding

•
Use questions 

•
Avoid com

plex questions

•
Be thorough and system

atic

•
O

btain rationale for estim
ated 

am
ounts

•
Caucus w

ith team
 m

em
bers

T
ext 2.4, p. 23
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Don’ts of Factfinding

•
Negotiate price during factfinding

•
Interpret how

 to do a proposed effort for the 
contractor

•
Answ

er questions that other team
 m

em
bers ask the 

contractor to answ
er

•
Allow

 the contractor to avoid direct answ
ers

•
Discuss available funding or price objectives

T
ext 2.4, p. 23


